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How To Attend a One-Day Intensive

The average (growing) Plumber or Electrician spends $958 a year on some form of self-improvement. Seminars, books,
CD’s, DVD’s, Software systems or courses to make themselves better people and better business people, in short: to
make more money.

Seminars and courses are the best opportunities because they’re live performances. They offer “in your face”
information that is timely—which makes you evaluate the information in terms of what you are doing “right now”.

Business people go to live seminars eager to get more information, but few know how to attend for maximum benefit.
Here are few guidelines and ideas I've compiled from both seminar leaders and seminar attendees - These tips will
ensure you walk away with the gold:

1. Lower your sensitivity meter - or better yet, turn it off. You're here to get information not be offended by a remark or
word.

Self-evaluate it, don’t “ I know it”. When you hear a fact that will make you better, don’t tell yourself “I know that”
rather ask yourself, “how good am | at that?” Self-evaluation is the only way to get better.

Search for idea-gold. Look for what you don’t know - not what you do know. Try to walk away with 6 things you can
use tomorrow.

Listen with the intent to understand. Don’t cut off the thought too soon. Stick with it...listen all the way out. Don’t be
smarter than the presenter - just listen with the intent to learn and get better.

Don’t do it like they do it. Do it like you do it. Adapt the seminar leader’s concepts and words to your personality and
style.

Ask anything any time. Challenge anything any time. If you don’t understand, ask why. Write down questions as they
occur to you and ask them at the first appropriate moment.

All information won’t work all of the time. So what? Pick out what WILL work and concentrate on that.

Take the general information and adapt it to your situation. Think, “how will this work in my business?” Try to adapt
the principle as soon as you hear it.

Don’t criticise the presenter - instead listen for the one or two gems that may impact you forever.

. Your objective is to make yourself better. That’s why you came in the first place. Don’t strut what you already know.
Find the “BFOs (Blinding Flashes of the Obvious)” and convert them to your world. Leave with new things that will
help you, not the same information you came with.

. Sit with someone you don’t know -Stay away from the people you came with. Make new friends. Look for a potential
new customer or contact.

. Take great notes and record them at the end of the event. Too many times great ideas go fallow before they have a
chance to be implemented. All great seminar ideas fall victim to the every day work that awaits you after the event.
If you record your notes and listen to then every day for two weeks, you are more likely to do the things you would
have put off for a month, maybe forever.




Today's Timeline

Million Dollar Tradie Systems Bootcamp
Friday 10th March 2017

Systems Mindset
How to Systemise
Morning Tea

Client of the Quarter

Guest Speaker - Richard Pratley simPRO

Office and Onsite Systems
System Hacks

Afternoon Tea

Guest Speaker - Mike Allsop
Building Your Plan

Finish - Snacks & Drinks




Notes




PROFITABLE

TRADIE.

Specialist Business Training for Plumbers and Electricians

Module 1
Systems Mindset

NEW MINDSET
Y
NEW RESULT

Systems Bootcamp




Profitable Tradie
Ladder

What Is A Business




Automation Beats
Mofivation
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Action Steps

Backburners




What Are Your Biggest
Systems Challenges?
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PROFITABLE

_TRADIE.

ning for Plumbers and Electricians

Module 2
How to Systemise

Systems Bootcamp




Flowchart Your Process




Notes
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Action Steps

Backburners
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The Top 5 KPI's
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Enquiry Script

PROFITABLE

TRADIE.

Enquiry Script / Sheet

@ SMILE BEFORE PICKING UP RECEIVER Job Enquiry Form
Date: /[ /

Good Morning/Afternoon XYZ Plumbing, you're speaking with
Just so I can help you best can I ask you a few questions...?

Have you worked with us before?

NO - NEW CUSTOMER YES — RECORD AS EXISTING CUSTOMER
Can I get some details please? Can I Confirm your details?
Name:

Business?: Multiple Properties? Y /N
Address:

Ph:

Mobile:

Email:

What can we help you with? (get as much details as possible.) (Refer to FAQ's if necessary)

(Check in schedule and book a suitable time for the job or onsite visit (5 days min for large jobs -> see script
for large jobs)

Date: Time: Who: (enter into SmartTrade/Simpro/Fergus etc)

Can I ask how you heard about us?

Yellow Pages Website Local PC Phone Auck Wide Existing 4
(Book) Book Ad Website Customer

Yellow Pages Manukau Papakura White Pages Referral * Other *
(Website) Phone Book

* Details:
(If not an Account Holder) How would you like to pay? We have 2 options

Open an Account, or credit card
Visa/Mastercard Card # Name on Card




Enquiry Script

PROFITABLE

TRADIE.

If Open an Account Holder “Cool, the account holder must be home when our Tradesmen comes

around so they can complete the application form. Is that OK?

Our service fee is $165 plus GST and that covers us coming to site + the first 45 minutes. Are you
OK with that?

If a Big Job...

The next step is to schedule an onsite meeting with our Pricing Manager/Estimator John. (name), John has the
current appointments available (pre-determined dates min 5 days out) Thursday, 15% July 10.30 am or Friday 16t July
11.30am, what time works best for you?

Appointment written down
In this meeting he will:
1. Explain a bit more how XYZ Plumbers works
2. Inspect and review existing structure and site conditions.
3. Discuss any issues from site observations and what you want to achieve.

4. Discuss your budget expectations so he can give you the most appropriate solutions and an
action plan to achieve your requirements.

Great it's important that all those involved in making decisions regarding the project attend.
I am going to send you out an information pack and a questionnaire, what is the best address to send it to
John? I'll also email the questionnaire and confirmation of appointment, is (address given) the best one to

send that too?

Thanks, John will give you a call once we have received your questionnaire to discuss your project further. What
is the best number to contact you on?

Close...

Great (name) just to confirm, John will be at your place on Thursday 15 July 10.30am at 123 Brown Rd. (or
John will see you on )

Is there anything else I can help you with?

End on a high Thanks so much for your call, bye for now




FAQ’S For Enquiry Script

PRroFTABLE

TRADIE.

Frequently Asked Questions for
Handling Enquiries

The purpose of the question handling scripts is to give you ready made answers to deal
with tricky guestions so you have the best opportunity of making an appointment.

Below are listed a series of common “tricky questions” with suggested responses. Take 30
minute out and brainstorm the top five questions you get asked and then record the
answers you give. Make sure your team has these questions at their fingertips. This can
save you hours of phone work!

S50 how much does it cost or what is your hourly rate?

The key here is to never give the hourly rate or cost over the phone as these callers aore
simpily ringing around {price shoppers) and we are unlikely ta hear back from them. The best
respanse is to give a price range and then look ta baok the appointment an site.

An example:
Caller: 50 how much does it cost to get a hot water cylinder replaced?

[Mame) we are happy to give you a price. The price will range from 5200 to 52000 and it depends on
what sort and size of cylinder you would like and how =asy the access is for us to do when we get to
your place. How does that sound to you? Great, what | suggest is we book a time for one of our
tradesmen to come and do the job |or to give you a firm guote). [Mame of Tradesmen [ or
salesperson) is available on Tuesday afternoon or Wednesday morning. What time would work best
for you?

Can you give me a quote?

it tokes too much time to do o quote for the small jobs. We give an estimote (range of price) over the
phone and then look to book the appointment on site.

An example:
Caller: | would like you to do a quote please?

Yesz we are happy to give you an estimate over the phone. Based on what you have told me the job
would range from 5$200-5350 but we won't know the exact cost until we get on site and see what
the situation is. How does that sound to you? Great, what | suggest is we book a time for one of our
tradesman to come and do the job. (Name of Tradesmen) is available on Tuesday afternoon ar
Wednesday morning. What time would work best for you?




FAQ’S For Enquiry Script

PROFITABLE

TRADIE.

The caller asks a question that you cannot answer

The key here s to ensure pouw get the contoct details and os much information ohout the problem as
possible. Then we can either book a trodesmen to wisit or coll back when we have found the
information we require.

An exa [
Caller asks a question you don't know the answer too.

Ok {Mame). What can you tell me about the problem? Let the caller explain and ask questions if
necessary (e.g. how long has this been going on? Have you had any work done recently? How cld is
the piece of equipment? Erc.].

Ok {Mame). It sounds like it could be (thiz) or possibly (that).

What | suggest is we book a time for one of our tradesman to come and have z look and fix the
problem. {Mame of Tradesmen) is available on Tuesday afternoon or Wednasday morning. What
time would work best for you?

Or

[Mame), F'll have a get some I'I1EI:I'E information on that and I'll give you a call back shorthy.




Client Questionnaire

XYZ Tradies

We're on Time and On Budget every time...Guaranteed!

Flease fill out the guesfionnaire below, this will help us provide yow with the best advice applicable to
your project

Personal details:

Mame:

Address:

Phone:

Email:

Ocoupation:

Diate of Birth:

About your project

Are you the legal owner or the property? ¥/M
What type of work are you wanting done? Mew Home  Bathroom  Kitchen

When do you want the project completed?

Hawve all the consents been approved? Y/M

What range of budget are you hoping to complete the project with? $

Do you have finance approved / available? Y¥iM

Hawve you selected: Colors ¥/H Products and fitting YIM

Please indicate your priorities when choosing a contractor:

Communication Reliability Experience Service

Cost &0 days FREE maintenance after completion

Can our experience and advice help you with:

Layout Kitchen/Bathroom design Colors Products/fittings Building Work

Would you like to purchase any items for your home yourselves? Y/N

Email: enquiriesEhoyrtradies.conz Phone: 807 1224 Fae 807 1235
wehsite: wwnwooyrbradies.oo.nz




Tradie On Deck Form

PROFTABLE

TRADIE.

Tradie on Deck Script

HI [Mame}, it's {name of Director] from XYZ Tradie here, just following up about your inguiry.
Hawe you read our information pack? Yes, (if no explain it to them)

Thank you for filling out the questionnaire sa well, | noticed on the quastionnaire you mentionad.
Dig for pain, how do you fee! ohout that? We hod o similgr situgtion, what we did waos... etc.

At this meeting 1 would like to discwss with you your plans and ideas for your heme and also run
through your priorities with this project.

Qutline how the mesting will be run

®  4—The resultyou want ta achigve

# B —Go through your plans

» C— Look at your budget and ascertain the best plan to help you achigve your project goals
* O —'\Wark out the next steps and if we are a good fit...

Do yau have any guestions for me?

After questions are answered

Great, | ook forward to meeting with you and [include names of others attending the meeting.)

Thanks (name), bye for now.
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Turning Quotes Into Sales Letters

PROFITABLE

TRADIE.

Action Plan

Quotation Date:
Attn: xxxxxxx Fax: xxxx
Dear James,

I've noticed that other Plumbing companies tend to just do a 'quote' —that is they give you a price and that's all, as if price is
the only thing worth considering when planning your next project.

If all Plumbing projects were the same, that'd be true.

In reality, there are massive differences — things that matter — like quality of materials, how much planning will be required,
help with the council, organising the plans, choosing the right materials and critically how many years will the work last you.

Not to mention the important differences between Plumbing companies; like whether they use qualified and experienced
tradespeople to complete your project, will they deliver exactly the features they say they will, whether they offer a guarantee,
how they manage the sub trades, will they help you to work out a budget and timeline that meets your needs, are they a
Master Plumber, and can they give you unbiased professional advice to get the best result for you.

That's why we have included a comprehensive "XYZ Welcome Pack" to give you all the information you Should consider
when planning your next project.

Think seriously about what you want from your Plumbing Company. Whilst "what's the price?" is definitely an important question,
here are a few others worth asking.

1.  Will your Plumber promise that every aspect of their work will represent quality workmanship and offer to fix any
problems within 48 hours at no charge?

Do they run all their projects through an 87-point quality check?

Do they inspect all their projects to ensure they are safe, legal and conform to Australian/New Zealand standards?
Will they offer a 7 point extensive guarantee?

Do they have an open site policy?

Do they provide on-going regular communication keeping you updated regularly with how your project is progressing?
Will they give you a firm start/completion time and be honest about their progress?

Can your Plumbing company offer 49 references from delighted past customers?

Does their point-man have over 32 years of experience in the Plumbing industry ensuring you get the best advice
available?

LN A~WN

Of course | wouldn't be drawing this to your attention if XYZ Plumbing didn't fulfil all of the above criteria (and much
more....).

XYZ Plumbing also offers an unbeatable 7-point guarantee: Firstly, you receive a full Master Plumbers guarantee. Secondly,
'No hidden surprises' guarantee. Thirdly, we promise you the very best service and advice.

So if you are convinced and think (like so many of our satisfied customers) that we are the right Plumbing Company
for your project, or want to discuss in further detail then call me, Joe Blog today on 0800 Plumb.

Sincerely

Joe Blog




Follow Up Script After
Submitting A Quote

PROFITABLE

TRADIE.

Follow Up Script — After Submitting a Quote

Never, never, never underestimate the power of follow up! The key is to be persistent but in a
humorous, light hearted manner. Humour is the best way to “unlock” the client and to keep them
on-side. Your clients will respect you for your business savvy and most competitors will not follow
up. Here’s how to approach the follow up.

1. Call the decision maker the day after delivering the quote (this way you can at least be
assured they will look at your quote / tender and you are “on their mind”). Here is what
you can say.

“Hi is that (John). Great! It’s (your name from your business) speaking. Look (John) |
was just calling to confirm that you received our quote. (Yes, No) Have you had a
chance to read through it? Great! Did you have any questions about our solution?
(Answer as appropriate) Great...John we’re pretty busy at the moment but we have
some space early next week where we could fit your job in...would like us to book you
in? If yes, book job. If no - Well if you need anything else from us please let me
know. I'll give you a call in a few days to see how things are going.”

2. Call the decision maker three days later after the first call. Here is what you can say.
“Hi is that (John). Great! (your name from your business) here. John, we’ve been
waiting for you call to get started on the (house, project etc) but since we haven’t
heard | thought you must have lost my number (ha ha) (seriously again) So how are
you going with the quote? So what do we need to do to get this job underway for
you? (Try to find out they reason for not deciding yet. Then you can offer
suggestions to help.) If still undecided — I’ll give you guys a bell in a weeks’ time and
see how you are getting on.

3. Keep calling the decision maker every 7 days until the contract is awarded. Use variations
of the number 2 script.




Customer Courtesy Call Script

ProFTABLE

RADIE.

Courtesy Customer Service Call Script.

Hi is that MAMIE.

It's Tony from X ¥ 2 plumbing here.

We recently completed a job at your house where we changed NAME OF JOB.
This is just a gquick courtesy call. Have you got a few minutes to chat?

How did you find our service?

Great!

Iz there anything that we could improve on?

Fantastic, | really appreciate yvour feedback. It really helps us do a better job next time.
Mame as part of our service our technician Mike (name of employee) did our 29 point
plumbing inspection and he found there was a couple of things that you might want to know

about.

List of inspection outcomes

Would you like us to fix those for you or put a quote together to get them fixed?

O Yes.
O no.

Great.
And then make the arrangements.

Awesome. Name. We really appreciate your business and we look forward to helping you
again in the future.

Thanks a lot.




Notes

41




PROFITABLE

TRADIE.

Specialist Business Training for Plumbers and Electricians

Module 3
Client of the Quarter

PROFITABLE
TRADIE.

CLIENT

OF THE

QUARTER

Systems Bootcamp
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PROFITABLE

TRADIE.

Specialist Business Training for Plumbers and Electricians

Module 4

Guest Speaker — Richard Pratley
simPRO Software

Systems Bootcamp




Notes

47




Notes

48




PROFITABLE

TRADIE.

Specialist Business Training for Plumbers and Electricians

Module 5
Office and Onsite Systems

Systems Bootcamp
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Action Steps

Backburners




K
g
S
=
<
-
=

syoday

|BDLIID3|2 puas pue pling
SIUSN[I WOy

SI3QWNU J3pJ0 3M233Y
slunoale 3pesl dnias
SJuUnoIae 5 3|qeded
dnjas

pue sa2nap Sunepdn
yueq e s, anbayd Fuyueg
Ajlwie) pue sJ3UNC3

‘s, dau ‘suondnuisiu Juald
Sunepdn 21y Jua13
SITWASD I|IqOW Uo sned 1)
sia|esajoym £x Fuipiodw)
suodad 1015

SHpaJ2 puUE 5321000
s13|Es3|oyN BulseyD
Furjaen Aljgeunodzy
UOIIEIID JU12 MaN
spuawancsduw 1|

qol 1230102 341 15uiede

ul yooq pue sqofl Sudpie|;

53d13034 10) JELS BulseyD
s5unpzaw xoqjoo]
Buluies)

jeadas pue uedsg
5,3JUBIdWI0D JO S3EIYLIED
[ey2q pue

553U SJUNODIE J2Mod
PUSS 13 S3II0ALI 3331
JUNCIIe YPm 351er
Bupspao

puE UCIIEIC||B Y2015

Aieip pue sqof jo Buiyoog
SWIE[D

pue sz1ueInsy) Sunepdn
N0 PUE Ul 5|22 3Ucyd
Suip4

Buiod no g Junwoul 1=y
Fuiddoys Aeuoniels

2%

syodal 549 pue ||osfed
HewWs ‘s3Fem ‘s]Eays-awn]

uc133(|03 1920

Suinowas pue Sulpuodsad
‘sjlews Juiy2ayd

Bunonp

[yaomuaded

Aue 3nes| o1 yels

104 230 JO 3PISIN0 UG
wog |1y xoq dosp ¥3247
Fuippaiys uawniog
SSBOEIED JBWOISND

53511 U312 32D

SPJOMPY

3)ISgaM 0} JU3U03 ppY
sajonb dn amoljod
S2IysI80] — [lew 1233410
BIp3LW |BI205

113

SABPULIG — 2182 J2WDISNT
Modas uo s3eym

SJUIAS JUID

PENETTRETH]

Jo30341p 01 Joddns
S2115180] 1§ UlWpe 3pInold

SIU3AS |05/ 1E1S

Oo0ooOoooaoao

ERTE=INEL LI
/1231 221yan aGeuey
sJ31ddns o1 sauang
301440 UE|D

A334es pue yyesy
SIUNO22Y |ENUUY

siaplo Aleuciiels

[ A R I I I

s.1d Ajjauoin

sqol

paia|dwo uo dn mojod
2JE3 J2WOISND
3|QEAIZIFY SIUN0ITY
£50] 13 34oud Ajyauo
sjuawied peol
SIUSWARY XE]

159

IAVd

syuawdhed o242

UOIIRI|IDUCI3] Jueg

(o A s Y T Y Y Y A R

sgol 2jnpayas
s3duas
Anbuz/zucyd Jamsuy

iew uuﬂ

3
T

Iavdl

gv1il40d4

SISA[euy jsel




What Are We Currently Not Doing?




Job Descriptions

ProeTaBLE

TRADIE.

XYZ Plumbing - Job Description - Office
Assistant

Overview: -
We are excited about providing the highest guality service in all our plumbing and drainlaying,
solar and gas fitting projects from maintenance work through to construction.

We aim to employ only the most highly motivated team members where the overall guality
and pride in our work are the key factors to providing this service.

Position Overview: -
® Position Status: Office Assistant.
* Reporting Relationships: Director/Owners - Frank and Debra Thomas, Office Manager
- Maree Greely, Supervising Project Manager - Jared Stevens
Liaise with: Office staff and other team members and clients.
Expected hours of work: B.30 - Spm. A lunch break will be taken at 12.30 or 1.00pm
for thirty minutes.

Expected Contract Rate: Megotiable, dependent upon demonstrated ability and
previous experience.

Role: -

To assist the Director/Owners, Office Manager in ensuring allocated office activities are
completed in a timely, accurate and professional manner.

Responsibilities: -

1. Turn uptowork at the correct time taking lunch breaks, (as above), to be staggered with
Office Manager to ensure phones continue to be answered.
Be well presented in regard to clothing and personal grooming at all times.
Be polite, courteous and friendly at all times.
Carry out all work as instructed by the Office Manager, Director/Owners and/or Project
lManager in the expected time frame.
Make sure that your site is safe at all times, (according to O5H regulations).
It is expected that you will abide by the ‘House Rules’ and the ‘Rules of the Game® of XYZ
Plumbing.
Hawve fun, enjoy and be proud of what you achieve in your working day.
If you need time off, then you must give 2 weeks' notice minimum to your Manager.
[Acceptance of leave is at the discretion of the Director)




Job Descriptions

PrormaBLE

TRADIE.

. You are encouraged to participate in team meetings and contribute to the overall team

If you are sick, contact your Director before 7.30am.

spirit. Your input, ideas and openness is encouraged and valued.

. Be willing to share expertize with other staff members.

. Answer the phone, if away from the phone, let the Office Manager know.

. Waorking as part of a team, scheduling jobs for the maintenance tradespeople.

. Assist with marketing activities (e.g. Mailing letters, customer database etc.)

. Filing.

. Processing the mail, (as per Receiving and Opening Mail Procedure), and banking of
cheques.

. Attend to email and website enguires as directed.

. Management of credits back to suppliers.

. Documentation of procedures under your jurisdiction.

. Processing and management of Supplier Invaices, including imparting.

. Dealing with emails from Classic Builders re 55R’s.

. Invoicing of Classic Builders jobs.

. Invoicing of ‘other guoted johs’, e.g. Ultimate Homes.

. Management of Asbuilts, scanning. Preparation of Drainage paperwork and duplication
of job.

. Fridays — Preparation of paper work for jobs the following week.

. Creation of new jobs in Fergus.

. Creation and management of purchase orders.

. Management of Vehicle Database.

Key Performance Indicators: -

Purchase orders created daily.
Communicating effectively (in both articulation and listening), with the Office
Manager, Managing Director/Owners and Project Manager to highlight any potential
problems or concerns with staff, workload, quality or client relations.
Be punctual on arrival to and from work., You will provide a high level of Customer
Service at all times.

. The ability to demaonstrate a willingness to share expertise.

. Tasks completed in timely and accurate manner.
lob folders up to date, both physical and electronic.
All relevant inveicing is up to date.




Job Descriptions

Personal Attributes and Qualifications: -

Extremely ambitious with the drive and commitment to succeed.

Passionate and cormmitted to contributing to excellence in the business.

Highly motivated and focused.

Is able to delight customers by exceeding expectations.

Attention to detail.

Maturally shows initiative and is solution focused.

Well-presented and articulate.

Mo criminal convictions.

A team player.

Be able|tu follow systems and processes to ensure the highest guality of work on time.
Experience using XERO and Fergus (or similar accounting and trade management
software].

Willingness to share expertise and help others.

High standard of cornmunication skills, including and not limited to listening skills.
Able to deal with change in an open minded and enthusiastic manner.

Strictly limits time on personal phone calls and/or texts. Mo personal Social Media
during working hours.

Adheres to JT Plumbing Policies and Procedures and contributes to the creation and
maintenance of them.




@
—
~
=
U
=

>
=
o3
=

S
Q

Juzunuiodde payoog
JI3YY L0 SIURI|T O3 JApUIWLS]
13 10 3uoyd pue JepU3|ED Y2340

SlIEWS ¥I3YD

gunonp

w Suodino

pue Sunucou SFYRsol sauy
Suaid Sulyzene pue 5200

Buuuess BUoAUl J2W0ISNT
Sunjg
20140 ue3|] pue Apil

dnyoeq 52)14 30110

Suippauys
S|IEWR §234D

S010AUI 513|BSI|CUM J31U]
sEUMOOg 14213

pue sauanb ‘s)ex auoyd w21y

s3210AUI 52[ESR[0YM 10 Suiiodw|
sndiag,BIAWGE o ye1s 3pnpayas
SIUNOIIE JUBD 24l 3|1IU0IY
EILMERRET

xoqdolg ¥3343

‘Juzwuodde payoog
11341 JO SIUR1|2 01 JRpUILR)
%21 Jo 3uoyd pue JEpUe 34D

51dia03d BuIssIw 3sey)

J1ew Suioding

pue Sunuooul 12ye8ol sBuyl
Bunaid Fulyaene pue 5,000

BUUUEDS “BUIZI0AU] JIW0ISND

Sunony

S|IRWS 3D

SHUY00G U212

pue saanb ‘s)je3 auoyd Jusn3

UaN33]j03 1630

sa1onu| s2(esajoym 30 Suiuodw
sngiz4/S1AUE o1 ge1s ainpayag
SIUNOIIE YU 24l 3|12U033Y
s|ew3 §22147

xoqdoudg ¥23430

Juzwiuodde payoog
JI2Y3 40 SIUI[2 01 J3puluad

%31 10 3uoyd pue JBpUI[ET ¥I2U)

s52d1203] Suissiw 3seyD

ew Suoding

pue Suucou J3yRs3ol ssuy
Supaid BulyIeie pue 5307

Buluueas ‘Buzioau) JaWoIsng

S310AU| J3|ES3|OYM J3IUT

your

SUp=243
"2 52J10AUI JB|ES[OUM, FSEYD
SEUIH00G U212

pue salanb ‘s)jez auoyd =g
sa8ep 252U

B3| duiuiow

52010AU] 53|ES[OYM 30 Fuiiodu)

snSuag,BIH00GE o ye1s 3pnpayas

O

O

SIUNCITE JUBG 2L 3|DU0RY O
siew3 ¥Ryl O

D

xoqdoug ¥a3Y3

Jusunuiodde payoogq
JI3Y1 JO SIUR1(D 01 J3pUILR)
1%31 Jo 2uoyd pue JEpUE Y3340

S|IEWS ¥33UD

w Sulodino

pue Sunuooul say=Bol sunyy
Jup=id Suly2ene pue 5,000

BUIUUEDS BUIZIOAU JAWOISN)

532Nk /g 53010AU S153URG)
sEUIHDCG U312

pue sauanb ‘s)e3 auoyd w1y
“||oshed ol safep suoday

5$d9 01 payIaYI S1E3YS 3wl

sa210nUl 52(EsR[0YM 10 Suiuodw
sngia4EIAWE o ge1s 3npayas
SIUNOIIE JUBH 241 3|12U0I3Y
sllew3 §2347

xoqdodg ¥3340

awiuodde payoog
113Y1 4O SIUS1|D 01 J3pUILRL

a1 4o 3uoyd pue JEpUI|ED HIRYD

[UTER W E1 o]
jiew Suodino

pue Suwooul J2y1a8oy sBuny
Su=id Suly2e1e pue 5,300

BUIUUEIS "BUIZI0AU] JRWOISA)

HIETER S C 1)

S3I0AUI 513|BS3|CYM JFIUT
SEUI{0OG U2

pue salanb ‘s)ez auoyd =13

Ua1133)|03 1630

S2210MU| s2[Rs2joym 1o Suinoduw|
snia4, /GG o yeas 3inpayos
SIUNOITE UG UL 2|1U002Y
sliew Y0

xogdoug ¥2Y0

Aepry

Aepsiny L

Aepsaupam

Aepsan)

Aepuowy

1511 ysel Ajgquo f Apeam [ Apreqg se8euelny anyo




o
o2
=
=
O

S
——

8
-

L

QO
=
=

=
=
=

Jo% O
Sy5E] [ENUUY

TUEIUNOIIE JOf UONBWL0JUL J3YIES pUB JUEIUNODIE YIMm 3580 O
syse | Agzueny

O
syse] AjyIuoi 1g

“IF1ERUBYL SYIUOW F Al3A3 pue fTOF Adenuged 87 U2yl pue Isu ¢ T0g Adenuer 5T 2ng Suiy pue Suryaayd ‘voneledaud (59 O
“PRMIEIRS SUSLYIWY 01 HI3UD 01 ANpAYIs gof O
spea| oxdung pue 53 ssndwoed plo dn uesn O
Surddoys Aaeuoneis g
WRISAE §45) SUIUIBIUIELE DUE SE35N DROU PUE 5200035 'S JOA "SUDIRIISIE2 FIUBURIUEW 30IU28, O
"B Suzoaul
1203502 Sulsn SpUBAMISYE 01 PRA0W S|IEWS Surgaay pue 5|2 suoyd 1uB1D (OE4WIS 01 043 SUljDW0Ia pUB UoI103)|0 1090 YU SIUSLWS1RIS SIQENSI9Y O
QI3 01 2|12U0I3 SIUWSIRIS Sa|gefed O

syse] Ajyluop




alep Mels 195
paiedaid 1oe43u0)

jueo|dde 1s9q

8uiso| juanaud o3 ApppInb Jayo

1940 qor=4eiN "0

pelad.e] |einoineyag Aa)
suonsanb painioniis

M3IAIB]Ul @de4 0] @dk] "9

=

sajew

Y40M Y3IM SUOIIDRISIUI BAIISQ
qof a3
uo s||13js 3102 Uo pajsa) juediddy

191 qof 6

3
S
A
Q.

=

iring

paledaid suonsanb painanilg

juedidde

Jad 93ual19)al 7 JO wnwiulp|
)29y 3dusialay 'Y

MBIAID1UI DB} 0}
90e} 10} G-f7 JO wnwixew Ajljenp
sjyuedidde
~20Ae, pue ssj, 8yl ||eD
JUDWISSaSSe apNUNY
suonsanb ajualadxa pue s||is
suo11SaNY PaJnionils -7
sanuiw OT-5

(Ayienb 03)

MaIAIa)U] duoydaje] '

wJio4 uonesiddy

191197 J9A0D)

pue A epnjdul 01 uoiledlddy
CIINE] =311

10295 elA apew uonedidde ||y

uonesyiddy ¢

=

=

x

28 3|iy01d JSIA
gunsa| amawoydfsd

AOZ.. t_(_m ~mn>mg_—
‘sa), 1sIj1Joys pue suondiiasag
qorisuieSe s,A') MIIADY

syueoljddy isipioys “f

saauady juawliniday
aseqeled Jo2woisn)
JodedsmapN
SI[IFETEN
EMEETT
aA@pe.L
BIPSIN |EI20S
LMY
(spe uaLp 11jauaq Yum)
sunayiely ¢

paJinbau

sa1|Iqe pue s||ifs ‘@8pajmou 151
suondussaq qor T

AqVRIL $S9001d SULIH JJe1s

gv1d0d4




Telephone Interview

Name of Applicant:

Phone Number:

It's {your name) from X¥Z Plumbing calling about the Office Manager Position that you

applied for.

Do you have ten minutes of your time for a phone interview?

How are you today?

| have a few questions for you today. After this interview we are running a face-to-face
interview for the successful applicants. We’ll advise you about that in the next couple of

days.

5 Key Traits of a Successful Office Manager — Phone interview gquestions [screening interview)

Proactiveness — Prior research into what XYZ

Plumbing does. Prep for the interview.

Tell me about your understanding of what we do

and what the role involves?

Rating: s

Personality [ Achievement Driven — Are they good
with people, especially under pressure? Are they

driven to high achievement?

Tell me about one of your accomplishments or
successes that you are really proud of, whether it
be at work, university or sports / cultural? What

made you successful in that situation?

What are your strengths? What specific actions

lead to your success?

Work ethic / Stick ability / Initiative

Tell me about a situation where you have been
given a task or project that you weren't sure how
to complete. What did you do to achieve a
successful result? What would you learn and

what would you do differently next time?

What are your weaknesses?




Interview — Writing & Number

You have 25 Minutes to Complete These Tests.

1. Please answer the following guestions (without a calewlaror):

a  Write % ar a decimal and as a percentage?
7%

. What is 20% af 26007
520

€. How may square meters are there in a room I0mx Im?
30

What is the Capital of dustralia?
Canberra

2. Please rewrite this excerpt from a piece of marketing material for a building compayy. The
title af the ebook was 10 Secreds Owners of Recently Buili Homes Wish they Enew Frior
to Signing their Building Contract.”

This exercise is designed to test your ability to wiite clearly using appropriate grammar and
spelling.

“Mew Home Building is a purchaze unlike most others. Where you cen have a choice on the
outcome. It takes longer than most other purchasing transactions and therefore the ahbility for
the client and the contractor to be compatible 1z even more Important.

It 15 the largest purchase that most people will undertake in there lives and therefore having
truzt and assurance from those performing the creation of vour home iz important.

It is the venue for spending a good part of vour life entertaining friends and family and more
importantly it is home to the family where memories are created and cherizhed. It is important
that one takes the ime in having an input into creating an environment m which they can call
home. The beauty about creating a new home is simply that you have the opporhmity to have
nput into crezting a home and it doesn’t become just another house.

This 15 the baziz of Welcome Homes and what we stand for. We are a Waikato based

ndependent home construction company that iz not owned by a franchisor who wants volumes
of homes done in the shortest period possible. We bmld a few homes for clients who want there

Input into there creation and using our methods and systems they don’t have to spend a fortune
domng 0.




Pre Job Checklists

PROFITABLE

TRADIE.

Pre-Job Checklists

The purpose of this checklist is to ensure that the builder / project is ready for us when they say they
are. It costs us a lot of money, time and hassle to have repeat visits to site which are not planned
for.

Please ensure that you check with the site manager / project manager / owner (person in charge of
the project) at least two days prior to our start date. 1t is vital that you ask the site manager all the
guestions on the checklist a5 missing even one small item can cause repeat visits at our end.

Here is the script to use:

“Hi {site manager). (Your name) from X¥Z Electrical here. How's it going? Just calling about the job
at (address of project). We've got the [Project stage) scheduled for [date and time). | wanted 1o
check in and make sure everything is good to go at your end? Can | run through our pre-job checklist
with you?

Run through the appropriate checklist...

“Coal (site manager). That's all good. We'll see you on (date and project site).”

or

“0k (site manager], we need the [name the items to be completed) finished before we come. 'When
do you plan to have (name the items to be completed) finished? Cool. We'll reschadule for then. Il
give you a bell on [name the day) to check in and confirm the date”




Pre Job Checklists

PRroFTABLE

TRADIE.

Imsert Logo here

Pre Pipe and Fit off Checklist

Prapact: Diale wiork 10 be comealeled:

Date checklist completed Comaleted by

Pre Pipe

Hawve all ceiling battens been installed?

Are the kitchen and lzundry marked out on the
floor?

Wil all the fixturez and tapwars be ready on site or
will they be arriving on the date this visit is
scheduled for?

What is the pink bat installation date?

Book a dete and time for a walk through at least two
days before this to organise deliveries, penetrations,
hose taps and gas sleeves |if spplicable]

MNates, comments:




Quality Assurance Checklists

PRroFTABLE

TRADIE.

Pre Pipe and Fit off Checklist

Praoject: Date work ta be comaoleted:

Date checklist completed: Comaleted by

Fit off Ready

Hawe the kitchen and lzundry been instzlled 100%7?

Hawe the holes been drilled in the stone bench tops?
(if zpplicabla]

Hzwe all the vanities besn installed?

Are all of the showers installed?

Has zll of the tiling and/or vinyl laying been
complete 100%

Has zll the painting been completed?

Ensure appropriste overlap with Electrician

What date is the carpet instzllation booked for [zl fit
off plumbing must be complete before this date)

Mates, comments:




Pre Job Checklists

PROFITABLE

TRADIE.

Pre-Job Checklists

The purpose of this checklist is to ensure that the builder / project is ready for us when they say they
are. It costs us a lot of money, time and hassle to have repeat visits to site which are not planned
for.

Please ensure that you check with the site manager / project manager / owner (person in charge of
the project) at least two days prior to our start date. 1t is vital that you ask the site manager all the
guestions on the checklist a5 missing even one small item can cause repeat visits at our end.

Here is the script to use:

“Hi {site manager). (Your name) from X¥Z Electrical here. How's it going? Just calling about the job
at (address of project). We've got the [Project stage) scheduled for [date and time). | wanted 1o
check in and make sure everything is good to go at your end? Can | run through our pre-job checklist
with you?

Run through the appropriate checklist...

“Coal (site manager). That's all good. We'll see you on (date and project site).”

or

“0k (site manager], we need the [name the items to be completed) finished before we come. 'When
do you plan to have (name the items to be completed) finished? Cool. We'll reschadule for then. Il
give you a bell on [name the day) to check in and confirm the date”




Pre Job Checklists

Insart Logo here

Pre Wire, 2™ Visit and Fit off Checklist

Praject: Date work to be completed:

Date checklist campletad: Campleted by:

Pre Wire Reasy

Have all ceiling battens been installed?

Are the windows in?(lockable)

What's the location of the Gas Infinity?

Are the kitchen plans available?

Do you know the vanity location and sizes

|5 the property manzager, builder or home
owner available for a walk around [day of or
day befare) “first thing”

2" Visit. Not always

(for cutting downlight Fan Grills etc)
Is the Gjb up?

Motes, comments:




Quality Assurance Checklists

PROFITABLE

TRADIE.

Pre Wire, Fit off & Final Checklist

Project: Date work ta be comnleted:

Date checklist completed: Comaleted by

Final Checklist esdy

Turn on all circuits

All power points are live

All lights work

All light switches operate correctly

Sensor light operates correctly

Bathroom fans operate correctly

Heated towel rails get hot

Rangehood operates

Haot water cylinder is drawing current

Cwen and hob operate

Testing as required

Walk through E enzure everything

Test alarm works/sirens go

Make zlarm code 3 digit house number

Mo =mall bits of wire on floor

All rubbish has been cleaned up




Plumbing Inspection Checklist

Plumbing Inspection Checklist for XYZ Plumbers Ltd

Client Mamea: _.. Plumber:

Client Address: lob &:

Phone MNo.: . Date:

1. Toby Location (pleaze note so owner|s) is/are aware in case of emergency)

2. Water Main

Type

Condition (circle) | Meeds Repair

. Hot Water m

Type Age (approe).........

Condition [circle) Meeds Repair ' Average ' Good

Estimate Life Spam Less than & months & months to 12 months 12 Months plus
[circle)

I= there a tempering valve? YN

5tiff Looze Taps? Y /N Whera? .

Mixer required? Y/N  Where? _.




Plumbing Inspection Checklist

Water Leaks [Check for slow leaks)

Kitchen.. ¥/HN Laundry ¥/ M

Bathroom... ¥/ N Toilet¥ f N

Roof (Visual Inspection only)
Spouting) Gutter Needs repair

What needs repairing:

Roof Condition Needs inspection

What needs inspecting:

Down Pipes Needs repair

What needs repairing:

Drains
Drains clear? Y/ M

What needs attention:

Ventilation
Range Hood ventilates to exterior

Bathroom fan ventilates to exterior

Gas
Daes the property hawve gas?
Gas Appliances

Water Heater Make ) Meed Servicing ¥ /N

Hob Make Meed Servicing ¥ / N

Oven Make MNeed Servicing ¥ f N

Heater Make MNeed Servicing ¥ f N




Electrical Inspection Checklist

PRrOFTABLE

Electrical Inspection Checklist for XYZ Electrical Ltd

Clisnt Mame: ... Electriciam:

Client Address: lob &:

Phone Mo.: . Date:

Earth Location |please note 5o owners is aware in case of emergency)

Switch Board

Type [Take Phota) RCD's f upgrade [ required?

Condition (circle) | Meeds Repair Average

Power Points

Condition [circle) | Meeds Repair Average

Additional Power Points Reguired? ¥/ Upgrade Singles to Doubles?

4. Lights

Any issues with blown lights? ¥/HN Upgrade to LED's?

Security Lights Working ¥/H Security Lights Required?

Additional Lighting Required?

Bathrooms
Extractor Fan Working / Required Y /M Heater Working f Required

Heated Towel Rail Working / Required ¥ /M  Towel Rail / Fan f Timer

Heating and Yentilation
‘Wentilation Filters Due for Replacement ¥ /N Ventilation System Required

Heat Pump Due for Service ¥ /N Heat Pump Required
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PROFITABLE

TRADIE.

Specialist Business Training for Plumbers and Electricians

Module 6
System Hacks

Systems Bootcamp
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Action Steps

Backburners




Rules Of The Game

Tradies
RULES OF THE GAME: L]
Howurs of Work: Minimum 2.00am to 5.00pm Monday to Friday. Inform your employer if you are leaving your job
earlier or in later than start time and times above. i.e. to go to the dentist, doctor etc. Be Punctual!

If planning to be off work pleaze give your employer 1 week's notice in advance.

Ta have time sheets on site and filled in daily at the job. They are to be returned to
the office at the end of each day.

Start time and finishing times to be correct. Make sure times are correct when maving from job to job.
Any discrepancy in timesheets will be seen as misconduct.

Ta hawve 15 minutes smoko in the morning and in the aftermoon and 30 minutes for Lunch. Travelling to buy lunch
is reguired to be within the 30 minute break. The smoko and lunch breaks are to be at 10.00am to 10.15%am,
Lunch 12.30 -1.00pm, 3.00pm to 3.15pm. Unless special circumstances i.e. pouring concrete, delivery of materials
etc. Lunch will be deducted each day so if you choose not to have it you still will not be paid.

Rule 5: Mo smoking during working time. If smoking during your break please smoke outside.

Rule 6: To wear protective safety boots.

Rule 7: Limit perseonal phone calls during working hours.

Rule 3: At the end of the day clean your work site. This includes your lunch rubbish.

Rule 9: Produce quality work.

Rule 10: Respect your team mates.

Rule 11: If asked to do something by the owner do it a5 a matter of priority. Do not put it off.

Rule 12: If wanting to purchase tools/plumbing materials on account for yourself you must
ask the owner first. Order number is required.

Rule 13: All materials purchased for a job must have an order number.

Rule 14: Any broken tools need to be reported and handed to Neal not used, as this will cause more
damage. Do not misuse company tools. They are to be cleaned after usze if needed.

Rule 15:Mo alcohal or drug wse — Instant dismissal.

Rule 162 Respect company vehicles and report any damage immediately. You must pay for any fine
you get while using the company vehicle.

Rule 17: Compzany vehicles are to be cleanad weekly in own time.

Rule 18:Workshop,/shed area to be kept tidy 2t all times.
Put pipe away behind shed.
All fittings to be put in shed.
Cardboard boxes to be flattened correctly and stacked tidily against red bin.
All rubbish in bin.

Rule 19: Do not throw out fittings, pipe clips, scrap etc. when cleaning out vans — sort through
before dumping in Bin.

Rule 20z If you hawe a problem, DO talk to us 50 we cam sort it out!




Performance Reviews

Performance Review Template

Employee Name:

Job Role:

Date of Review:

Manager's Name:

Procedures

1. The employes is to complete the evaluation form prior to meeting (except the section that
applies to the Manager).

2. The Manager is to complete the evaluation form prior to meeting.

3. The Manager and employee discuss, review and add final comments during the meeting.

4. The Manager and employee sign off the final copy and attach to employee job file.

Time Management

Comments
Arrives on time, takes appropriate breaks,
completes full week's work, completes work in
a reasonable time frame, limits time spent on
personal callsftext etc.

Qutstanding

Exceeds Expectations
Meets Expectations
Improvement Needed
Unacceptable

Mot Applicable

LI

Appearance

Comments

Wears clean and tidy uniform with pride,
personal appearance and hygiene is good.

Dutstanding

Exceeds Expectations
Meets Expectations
Improvement Needed
Unacceptable

Mot Applicable

o




Performance Reviews

Quality

Comments
Allfjobs tasks are completed to plan/standard,
fixes mistakes without complaint, has a clear
understanding of job before beginning.

Qutstanding

Exceeds Expectations
Meets Expectations
Improvement Needed
Unacceptable

Mot Applicable

CICCC00

Attitude

Comments
Has a posifive attitude, asseszes problems and

find appropriate solutions, adheres to health
and safety requirements.

QOutstanding

Exceeds Expectations
Meets Expectations
Improvement Needed
Unacceptable

Mot Applicable

CICICC0C

Politeness | Respectfulness

Comments
I courteous to clients, neighbours, other staff,

helpful to contractors, uses appropriate
language.

QOutstanding

Exceeds Expectations
Meets Expectations
Improvement Needed
Unacceptable

Mot Applicable

I o




Incentive Program

Team Incentive Program Template

Employes Mame:
Date:
Rate 1-5 (1 = poor, 3 = QK. 5 = excellent)

Time Management

Amves 5 minutes early and leaves after work is finished
Takes appropriate breaks

Completes a full weeks work

Completes tasks in reasonable timeframe

Limits time spent on personal calls [ texts efc.

Appearance

Wears a clean and fidy uniform with pride
Personal appearance and hygiene is good

Quality
All tasks [ jobs are completed as per plans or standard
Fixes any mistakes quickly and without complaint

Ensure he has a clear understanding of instructions befare
beqginning a job or task

Attitude

Tums up with a positive can do atfitude

Assesses problems, discusses options and finds
appropriate solufions

Adheres to Health & Safety requirements

Politeness / Respectfulness

|5 courteous to clients and neighbours
|5 helpful to other Contractor's on project sites
Uzes appropriate language on site

Total

If you score above 78 you will receive a cash bonus of 5200 cash

If you score between 69 & 78 you will receive a bonus of 150 ITM voucher
If you score between 59 & 68 you will receive a bonus of 350 ITM voucher
If you score below 51 you owe the company team fund 3100




PROFITABLE

Specialist Business Training for Plumbers and Electricians

Module 7
Guest Speaker — Mike Allsop

Systems Bootcamp
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PROFITABLE

TRADIE.

Specialist Business Training for Plumbers and Electricians

Module 8
Building Your Plan

Systems Bootcamp




s1duds dn mojjo4 a10nD

w\d<m

(239 sua11ddns wiooiyieg
/ uayony ‘sia8eue|n Apadold) ssouel||y 21891e41S

SN 3sooy),, 01 suUoseal /

3|youd |euosiad

BIPAAl [E100S

92uanbas Japuodsaioiny

swuoiun

SIS PILOGUINMS

$311012211Q 2uIT-UuQ

wa1sAs IAYD

syauSe a8pii4

SPIOA\ PY 3]8009

uoneUSAId SI|ES |eNSIA

1sI¥23yD uondadsul
|e21130913 / Suiquind

1ou8e\ uonelauan peal

sue|d Uondy pue sajonp

S|eluowISa] UaNLiAN PUB 09pIA

sAanuns juaid

91ISga/W\ 10} sa8ed Suipue

300§ 214d 195

Sujwie Jawoisn)

ausgam aiepdn / mainay

Sulurel] sajes

SIBIB SUDIN 0} [IEIAl 19311

aajueleno

ped ,MOM,, UoLew.Iou|

juapms Sunaxyen

(uejd BunaxieN) 0T x OT Sunayien

alieuuonsany 12adsold

s1dung Auinbu3g

EYNE

SpeaT JO 321n0S pPJi0day

s1duds auoyd

310/ Suidinias 1oy weidoid

Jan9|smaN Jengay

s1d11os sajes

ageusis Suip|ing

aseqele( 1awolsn)

318y UOISIaAUOD) 2INSEIIA 1 1S3

$59001d Ssajes deyl _

a8eu8is a1s

a8eudis apIyan

(dsn) jesodoud uyjas anbiun

(232 DVAH ‘sawoH pu3
ySiH ‘@oueuajure|p “8-9) (s)1ax4eA (S)aYdIN 3sooy)

Sunayie




JUBWASLISAPY qof

weligold aanuadu|

(oNIr) ssa20.1d
20O 10} SO3PIA Suluies]

weifoid Ayajes pue yyjeaH

xog suonsagsng

ey jeuonesiuedio

181PPAYD
19AQ pUBH 1012811U0)-qNS

1SII29YD uondNpu| weaj

SMAINDY DUBWIONAd

qnp [e100s / shkeq un4 wea|

1S1323YD) 43R0 pueH

S1s193Y) ddueinssy Aljenp

I n) weaj

1U3W31e1S UOISSIA

(uaym
“1eym ‘oym) sishjeuy yse

SISI309YD qor-a1d

1UBW31.IS UOISIA

SpJeD qof auljuo

sajejdwa] lewy

8uljyoud 1sIa

uonisodold SuuiH anbiun

15113034 JanopueH

19Npuo) 10 3p0)

51d112S MalnIaU|

$59201d SullIH

spied qor

waysAs Sununodoy ,pnopd,,

(s403€21pU| SdURWLION ASN) S,IdN

sjuawaaidy JuswAojdwy

spJed qof aul-uo

|enuew uonensiuIwpy

suondudsaq qor

19Npuo) Jo apo)

wo:_m>9_ou_ _ _

|enue suogesado

wia1sAg uawageuen
|00] /jusawdinb3

swalsAs yuawaeueln qor

suonesadp 0 7 01 ¢

?)suQ




awi] Suiioaul anoidwy

A8a1e1S 11X3

Sjualid d B O LS,

1511 Butog-dois

15114 1|3sInoA Aed

3|y 0z/08

susodaq 128819 axel

suonsadsng yeis uawajduw

syjuawAed pied 1paid)

Suiuiea paydalg-4es

$5320.1d 3|BAI2I3Y SIUNOIDY

aouewopad pue AjinaBuo] asiugoday

apel] Jo swia)]

s|00] Suinpayds

A831e11s Budld mainay

Aiaanpoid awi

381ey) 221AI9S WINWIUIA

s|eo8 1¥VINIS

8uidiid 19s 10 1un

ue|d Aep-06

128png sajes

s,1d)l ssauisng

15823104 MO|{ yse)

siapes| Suons dojanaqg

uISIeA 1401d SSOID WinWIUIlA 135

S3U01S3|IN

(Ajeap ‘Ajyauoln “‘Apaam) Julod uang yealg

%004 UOISIA

S101BJIpU| ddUBWIOLSd AaY

A831e115 Ssauisng

$s07 pue 1uoid Ajlyiuon

321n0s1NQ pue a1esajeg

dn-yjeA jou uidieln asn

140id 10} 3d1id _ _

juawdojaAaQ [euosiad

Aseig ynejaq _

sioquinN

diysiapea




=
S
£
S
L
®
=

ue|d awes ay]




Notes

97




Notes

98




Highly Recommended Reading List
For improving your results

e e

Networking

Systemised Marketing

Marketing Strategies

Telemarketing

Effective Direct Mail

Client Retention

How to.. step by step

Promotions and Referrals

The best marketer in the world.

Marketing Tactics
Promotion
Time Management

Marketing systems & examples

Little Black Book of Connections

Never Cold Call Again

Getting Everything you can....

Cold Calling Techniques That Really
Work

Million Dollar

Critical Non-Essentials
Instant Leads

Instant Promotions/Instant
Referrals

www.dankennedy.com
Guerrilla Marketing
101 Ways to promote yourself
NO BS for Entrepreneurs

Magnetic Marketing

Jeffrey Gitomer

Frank Rumbauskas

Jay Abraham

Stefan Schiffman

Allan Pease

Dr Paddi Lund

Brad Sugars

Brad Sugars

Dan Kennedy
Jay Conrad Levinson
Raleigh Pinskey
Dan Kennedy

Dan Kennedy

These are some of the best books and audios | have read and listened to on marketing, and give
practical ideas you can implement into your Plumbing or Electrical company to improve your

results.




